Selling Your Property?
Questions Most Asked

Questions Most

Asked by Sellers
Should I sign a sole agency Agreement?
“(I might want other companies to be able to
sell my home)”
We recommend a sole or exclusive agency for the following
advantages,
• you are guaranteed to receive the exclusive commitment
of one agent, as no company will provide all the necessary
resources and financial outlay to sell your home unless they
are guaranteed payment when your house is sold;
• security of your home, one agent has the key and is solely
responsible;
• all buyer negotiations are controlled by one company; and
• other real estate companies can still sell your property on
a  conjunctional basis.  This practice  is common amongst
most reputable real estate agents.

Should I sell first or buy first?
We recommend that you should sell first and buy after you
have sold, for the following reasons,
•

you are not under any pressure to sell quickly;

•
when you purchase you can negotiate a better price
       because you are a cash buyer;
• you can dictate terms with confidence when in
     competition  with other buyers who may have to sell;
•   you will not be under any financial pressure;
•   you can always extend your contract settlement
     date to allow time to locate another property.
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“What happens once I appoint you as my
agent?”
During the initial period of your authority, a lot of
the activity tends to take place behind the scenes.  
Depending on what type of marketing plan you
select, your photography, advertising copy, internet
listing, digital floor plans, brochures, contract of sale
documentation and sign will be ordered, prepared
and proofed. The space will be booked in your selected
media and the sales team will be briefed on your
property and appropriate buyers on our database
contacted.

“If I start with a high price, I can always
drop it later, can’t I?”
We recommend that once your property’s full
promotional campaign commences, it is imperative
that your price is correct.
Buyers usually make their best offer when the property
first comes onto the market.   This is because the pool
of buyers who have been looking for months will be
attracted to the ‘New Listing’.   After 30 days, buyer
interest diminishes and you will have to wait until
new buyers come into the market place. The highest
offers usually come while the property is fresh and the  
enthusiasm and competition is at a peak.

“What to do when a buyer is inspecting?”
When we organise an open home or a private
inspection of your property, we want the buyer to get
the feel of moving in.   If owners are not present, the
buyer can spend more time at the property and not feel
uncomfortable about invading your space. Therefore
we strongly recommend that you go for a drive or short
walk while we are presenting the property.

“How will I know what’s happening during
the selling process?”
Your sales consultant will speak with you to provide
regular updates and reports on all actions and activities.  
We also conduct strategy meetings with you throughout
the marketing period to keep you up to date.
Keeping you in the picture
Communication is a vital cog in the wheel of customer
service. Upon listing your property for sale, we agree
upon a level of communication satisfactory to you.
Whether that means we talk once a day, once a week
or only when something major happens, it’s your call.
We will be in contact regularly to advise of updates
and appointment details. Our office support staff are
fully licensed and trained. They are able to assist with
your property enquiries should your consultant be
unavailable for a short time.
The name and telephone number of each buyer
inspecting your property is taken and serious leads
followed up in a timely manner. We will contact you
with the results of inspections, conveying to you all
genuine, detailed buyer feedback.
Activity Reporting
Your property will be included in our weekly sales team
meetings and you will be contacted regularly advising
you on all enquires, inspections and any recommended
marketing changes or new strategies.

Should I Accept

an early offer?
“How do I deal with an early offer?”
We recommend that you:• treat early offers with respect.  This offer may turn out to be
your best, so it should be considered carefully;
• when a property first enters the market, if it is priced correctly,
it often creates its own momentum where competition can
sometimes peak in the first few weeks;
• each offer is a sign of interest and should be a starting point
for negotiations.  All initial offers should be counter signed.

“Will I be advised of all offers?”
As your agent, we will advise you of ALL offers within 24 hours,
both good and bad.

“Do I need to have open homes?”
We recommend that you have open homes if you are in full
selling mode for the following marketing advantages
• most buyers prefer to inspect homes by this method;
• more impact and creates more potential buyers;
• generates more activity and competition amongst
buyers which may result in a higher sale price;
• market research indicates more properties are sold
as a result of open homes than any other marketing
method; and
• enables you the seller to plan your inspection times.

“Should I maintain insurance on my
property?”
We recommend continuing insurance cover on
both your home and contents until settlement day.

“What do I do when I receive an offer?”
All offers are prepared on a standard Law Society
contract for sale and will be personally presented to
you (if possible) within 24 hours.   Firstly, you should
check all the chattels listed in the contract are
included in the property sale.  
If you are not satisfied with the price or conditions of
the offer, it is extremely important that you counter
sign the offer with the terms and conditions or price
that you are comfortable accepting.  This will enable
your agent to negotiate further with the purchaser.

“What happens to the contract of sale?”

“What does it mean when my sale
becomes unconditional?”
The sale of a property is said to be unconditional
once all conditions attached to the contract (eg
conditional upon finance, sale of a property or
building inspection) have been fully satisfied.  
Your agent will attach your sold sticker to your
property sign at this stage.

“What happens at the pre-settlement
inspection?”

Once the sale has been agreed to by both parties,
the contract is signed, dated, all changes initialled
and a certified copy is sent to the nominated solicitor
of both parties.

The purchaser is entitled to inspect your property  
prior to settlement. It is expected that your property
be presented in virtually the same condition as it was
when the contract was originally signed.  All chattels
included in the sale should be in good working order.

“What happens to the deposit?”

“What happens on settlement day?”

These monies are banked into our Real Estate Trust
Account which is held by an approved financial
institution.   These funds are only released upon
receipt of written authority from both the sellers and
buyer’s solicitor.

Settlement day is the date when the balance
of monies owing, less costs, are paid, keys are
handed over and the property then becomes the
responsibility of the purchaser.
Your solicitor will confirm this date with you.  Please
ensure that you have vacated the property.

Glossary of Common

			Real Estate Terms
Contract of Sale
The document or agreement which expresses the terms and conditions
the purchaser and seller enter into in relation to a sale. Often referred
to as Standard Form Contract for sale of real estate in Tasmania.

Chattels
Any property, excluding freehold land (real estate). Chattels are
treated as personal property. Eg: fridge, microwave, fixed floor
coverings, curtains, blinds and light fittings.

Commission
The money paid by a person to a real estate agent for services rendered
to effect a property sale and much less frequently, a purchase.

Vendor
The seller.  The person who sells in real estate transactions. The person
disposing of the property.

Title
The ownership of the property, or the documents constituting the
evidence of such ownership. Clear Title Certificate of title
which is not encumbered in any way.

Real Estate
The land or land with improvement there on.

Conveyance
A document or instrument which transfers ownership of
the property from the sellers name to the buyers name.

Deposit
The amount of money placed in trust as evidence of good faith for
the future performance of a real estate transaction (normal practice,
minimum $10,000 to 10 percent of the total property value).

Private Treaty
Sales made through a real estate agent by private negotiation as
opposed to auction.

Shorter Period Clause
A clause in a contract that the vendor may invoke requiring the
purchaser to waive all conditions precedent.   I.e. subject to sale,
finance etc.  Normally two full business days (48 hours).  

Consideration
Money, doing something or transfer of personal effort which constitutes
value which induces a contract.

Voidable
A contract of sale can be made void at the option of one of the parties
if the contract conditions are not met in a timely manner.

